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allowed bto long cU.8tance yet. we don'~ ~h:1nk all the
arguments that bave been put forth 111 this by CCIIlPTel aDd
other., which we're a ..mber of, we npport. That'. very
different thou~h thaD an interpret.ation that .ay. that under
the Act they are allowed to trade marketing arrangements,
and we think that •• a new carrier we have to fiDel creative
way. to compete. We cannot afford to spend the kind of
hundreds ot' mllion. ot dolla%'8 tha~ the ))ig carriers spend
on mass media advertising and direct -.:11. We clon' t have
the existing customer relationahipe that mauy of th~

1DheritecS from the daya when they were monopoli.s and
similarly we have to continue to take eDtrepreneurial ri.k.8,.a we did with the wilding of this network, to find way. to
.ati.fy eus~amen. eustCIMra bave made it loud and clear
that there are lota of elements in the long distance
marketing world that they c1.on't like. They don't like being
interrupted at dinner time on telemarketing calle. They
don't like the sll!UrlDing that is gone in and .a you know the
Senate voted the other day 99-0 on • tough slamming bill
which ve support; so, we being a new carrier are trying to
find new and creative ways to reach those customers and I
believe something that's been overlooked by a lot of people,
probably including ~he Bells, in terms Of haVing not
explored it earlier is this provision that we believe allows
them and they believe allows them to enter marketing
al'rangements. Now I should point out because this haa been
~sunder8tood also, we set the price; we do the
~roviBioning; it rides on our switche. and on our network;
we h.ve .~~dard billng and collection agreement. with all
of the Bel18, like other long diatance carriers. The only
thing they do is put it inside some of their own marketing
offer. In the case of Ameritech itls called ·Complete
Access,· and they marke~ to their customer ))ase. I still
market this service and other service. in their territory.
I still have my voice over IP service, which none of the
Bells have ace... to which I market against all comers
because of market .egment. So, I ... it a. another
distribution agreement. Now, I think what'. particularly
important i. the fact that. two things, one is that both of
these companies picked owe.t. Somebody a.ked me on another
call, did we break ranks with the long dietanee industry.
well we don't quite aee it that way. We don't think there
are ranka in the long distance in4u.~ry.· 'l'tlere are big guys
and there are little fUyw and the big guys don't want the
little guys to grow aDd are trying to block same of our
marketing arrangements. We are DOt the same. we .pent $2
million to build this .tate at the art network. It'e built
for multi-media and IP but we have alwaya .aid .. will
bandle the standard services. We have a lower cost
structure and we are willing to take .ome risks and pass
tbose ri8ks aD to cU8tcaer. or pas. that coat savings on. I
find it somewhat surprising and a ~it anticampetitive that
the big carriers through the.e associations tbey have with
small CLBCs who they have enormous supplier and buyer power

NdLO:9 9G-tt-S



3

over have created this le.., wit. Now, Doteworthy, I shoUld
point out the .uit is againt!lt U S WEST. We are DOt •
defendant in the suit. I clem' t Jalov wbat the claim would be
againJIt us. I guess they would preter we not market long
distaDce, but I don't think they can make a claiJa 011 that.
we think it'. 111 tbe interest of public policy. OUr first 3
days with U S RST generated over 40,000 cUlltcaar orders.
That ... something that 11 • WBST aDDOUDced yesterc!ay. It
clearly Sh0W8 tbat c~rs aDd ~ll busin•••es UDderatand
it an4 want the beD.fit aDd we are delighted. I am, quite
frankly, very eurprisees Doone els. has gODe in and trie4 to
set up • sisdlar arrangement and bave given U8 this kind ot
time to market advantage and ehi. kiDC! of brand builcling
recognition. I mow, quite frankly, I couldn't .pend enough
IIlOney to get my brand known a. well.. the big carriers are
now helping it be .stabliahe4 by filing suit against it, or
against U S WBST; 80, I gue.. in a certain perver.e way 1
thank them for it. We understand that there may be some
dispute that this 18 aD area ot gray. We're certainly going
to follow anything that the regulators or courts tell U8 to
do. Our interpretation i8 this i8 What the
TelecOImlWlicatioJUI Act lMant to have happen and, you know,
we will go fran there. We're confident that wen the dust
settles on this, these programs will continue to go forward
as they are today in U S WEST territory an4 •• they are
beginni~~ ~oday in Ameritech territory, aDd I hope as time
goel! t::::' we:an similarly convince other large reputable
companius that our network, our entrepreneurial spirit, our
CU8t~~~; focus is sufficent that they would allow ua to
.nt~r into teaming agreements with them. So, that's what we
announced today. We are very pleased that 2 very big,
quality companies have selected Qweat to do this with. I'm
sure in the future they will select otbers also, but that's
just the way competition works. Welre delighted to be tbe
first. We're delighted that some people are reconizing us
as being innovative and entrepreneurial because that·. what
we t.hink we're about and we are very delighted that the
customer respODse has been &8 great &s it is. So, Le., can
I turn it Dack to you for questions.

La a Sure. Chris. Can we have the instructions please.

OPDATOI.. Thank you. sir. La4ie. al14 pntlemen, we will
now begin the que.tion and answer ••••ion. If you have a
que.tioD, you will ne.4 to pre.. the 1 followed ~ the t on
your puab button phone. You will hear a 3 tone prompt
acknowledgiug your reque.t and your que.tiol18 will be pulled
in the order they are receive<!. If your questioD has been
answered and you wish to withdraw your call-in reque.t, you
may do eo by pre.sing the 1 followed by the 3 on your puah
button phone. If you are OD a epeaker phone, pleaee pick up
your hand8et before entering your number. one IDCIll8nt please
for the first question.
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La. A8 u8Wll, I "ould ask that we minimize the DWIIber of
parts in our multi-part questions.

DeCBIOa It' (I u8Ually becau8e I ~'t remember them all.

OPDA'1"O&. Todd Jacobs tran S-.nford .e~tein. Please go
ahead witb your question.

'l'C)Z)D. Good morning. Couple of questions. I'll try to be
mini,mal.

DCeII:lO. Thanks, ToM. I'll t.ry to remember t.hem.

"!'OD:Da Okay. What are the arrangements with toll revenue.
exactly? Mho's voing to provide tbem? Do they came along
automatically with the LD and who keeps the revenue and
that, I gues., would apply not just to this but also the U S
WBST eaee it it's different? Secondly, relat1~ to the
equal access issue, you know, I keep hearing, I heard U S
WEST Ilay it and then today I beard Ameritech ••y it "Well,
you know it's available to all c~rs." Is it really true
that the entire package that they are offering would be
available to all comers, and I realize that this is maybe
more a question for them but they're not on the call so ...

WACCBIOt Well, '.!'odd, I can answer that. Let me 8tart with
the second one. I can tell you the answer is yes, because
seve~al of tb~ ie~lg distance carriers were interested in
havL-.g- thls ~t"rangement (Okay?) and then decided for some
reason fl':;i; to go where we went. 1 don't know why, but
othe.s have looked at this. Others have been in discussions
and I think others will do it; 80, that's the most important
point., but you're right, you 8hould talk to them. I can
tell you having worked now with 0 S WBST on this for a while
they ar@ very sincere. If Ilomeone wants to step up and
trade the equivalent offer and 8tep in, they will do it.
I'm kind of glad that my colleagues in the long distance
industry, for some reason, aren't because it's given me
enormous time to market and marketing advantages but, to be
perfectly frank. I don't get it why they haven't.

TODD: Sut, Joe, let me just ••k you one little folow up on
that and that's the leSea that others baw to step up and
meet the a S WEST and ~ritecb requirements sakes it sound
like there'. something in it that, you know, they can Bort
of choose to do or not to chew it.

~CJlIOI No. Once they step up, I'. saying that .e put a
rate out there that's ?x24, 10 cents .. minute in u S waST
territory. If 8omebocSy wanteCS to go toO S -WIST tomorrow
and say 1 want 10 C8Uts a minute 1'111. Bure they would. Nov,
if somebcx1y wanted to go an4 ••y I vant the 8aJDe offer and
it's got to be 1S cents a minute because that'. where the
average price is of the big carriers who are objecting, I
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think 0 8 nST would do it. r don't think any CWltomers
would buy it; but, you know, that'. a different story. You
have to remember what this i8 about i. marketing to
customera and let'. remember that the objeC'tiOlUl are coming
from folks who have enjoyed anc1 frankly I u.ed to be one of
them the very cosy lock8tep oligopoly pricing strategy that
they've been on, but you know that '. just the way life is.
If they want to jump, they can do it al.o. Their premo.
they can try that. This is about being iDnovative and
creative aDd I just object to the tact that they're trying
to kind ot thwart us. Thi. isn't about 271. RlD8IIber, I
disagree with Sol. I di.agree with Dick ahd Ameritech on
their 271 positiol18 and we're going to fight that (Okay?)
and they know that; but, that'. Dot what this is ebout.
This is Dot about them being in 10Dg distance. This is
about us using them as a 8al•• agent. Now, in tersNI of toll
revenues which was your first question, I'm not interested
in intraLATA toll market right now. It doesn't match the
assets I have. It is not a good business for ~ eo I've
chosen not to offer that. I believe they offer it.

TODD. Okay. So it does not cane along autcmatieally. I
guess it would just remain with U S WEST if 8omeone choose.
the whole package and toll eom•• along with it, they would
just continue .

• ACCBrO~ I think U S WAST ls Belling it, by the way, and
you know an~ I guess at ~~~ future point. Remember, I'm
still .think1n~ ..cO\~t wnere Qwelilt brings value i. wben we get
to use this hran~ r.~~ a••et whieh has dramatically lowered
coat and dr~~~~cally increased capabilities in the existing
networks when we get to use that for the benefit of
customers when I knd ot cCIII'Ie off of that apace I don't have
any inherent advantages that I can pass on to customers so I
try to keep my focus pretty narrow here.

TODD r Okay. Thank you. :r' 11 get. back in the queue.

LOs Next question please.

OPERATOR. Tom Freidberg from Yonko Partners [check company
name]. Go ahead with your que.tion please.

'l'CWr Bey, Joe. Couple of que.tions. I'll try and keep
them abort. Why did you decide to go with a weekend versus
a weekday pricing Bcheme here instead of doing 7X24 and,
kind of • rhetorical question, being the little David here
and not having all the advertising resources, what value do
you place on the free publicity you're getting with all thi8
controversy?

IfACCIIIO. Well, the second one ie ..sy. It'. invaluable. I
haven't had the time to toeal it up. I'm absolutely amazed
that people are giving ua all thi8 free pul:)lieity. I

NdSO:9 9S-tt-S
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~I Do you bave an offer to do multi-segmentation, for
example, doing 7x24 in Ameritech territory and po••ibly a
weekday thing here in 0 S WEST territory?

DCCKIO a Yes, exactly, Tom. We have mul tiple service
offers out there. Now where we kind of step on the ~a8 from
a mark.eting point of vie. is a function &Dr bow we 1 re
as.es8i09 how the market'. re.ponding. I think there'. a
general move, a general move, for they want simple, fair
offers, you know. They dem't want mce type. They don't
want promos. We know that there's been an enormous
consumer response to they don't want to be slammed so, you
know it you buy a quart of ice cream you don't vant to find
out you got your long distance carrier .witche4 because you
didn1t read the baCk ot the package and the ingredients that
said it was on .ale. They don 1 t waDt that .tuff. They want
to know what they're doing and I vant to move our w8ine8s
that same way. In the same period of time there are 80me
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almost feel like, remember ca..iu. Clay/.Monamm-d ~i u.ed to
do a rope a dope? You knoW', I mean I wish I had thought
about it, but the aecond thing is let'. get to your tirst
point. We have several long diatance ofter. out th~re

including a 7x24 otfer nationally. OUr market reaearch in
that region .ugge.teeS that there was atill a 4emanc1 tor
peak/off peak type of calling. R8ID8JIIber in AlMrltech's
region I also have billing and collection agreement. with
them like other carriers, and I a180 a.ll offers in long
di.tance that will compete with Complete Ace.... I don't
expect 100' of the market to move to anything and I've also
held my voice over IP separately which is a 7" c::ent 7X24 and
in a few .hort veeks Illy [could not understand) guy. "ill
probably extend that further .a.t and .. ' 11 probably be
competing with ~ritech'8 Camplete Acce•• package with our
own voice over IP: so I think you I ve got to kind of step
back and aay I you know, first of all ve are a market
segment, all c::ustomera donlt bUy homogenously. Ameritech
recognizes that by both u.ing them as a teaminSiJ agency here
and I directly compete I certainly recognize that I disagree
with them on ~71 and it the rules were to be set incorrectly
it would have a negative adverse impact on us in the long
ter.m, I've got .~ other, what 1 would call, innovative
tricks up our sleeve, for .hat •• would do in that world
even if it breaks that way but, you know, that'. what
competi t i ve markets are abt:lut. No'.;, I' 're got enough say in
the regulatory an6 jucUcial proce•• that; puDlic policy will
not be set based upon the big guy. ~~~idin9 how they want to
reallocate marlte't. share -..nono ti:lemaelve.. As a matter of
fact, I think this 'I'elecom A;:;~ was supposedly about new
innovation, new technolO~i, new benefits to consumers, not
about whether the ~ig guy. feel they can swap same long
distance share for local share and until that'. satisfied
nobody'. happy. I mean, tor Christ's sake, that'. not what
[unintelligible] was about.
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customerB who Ba.y -Bey, look, I make most of my calling at
this period of time and I want a split multi-ti@red
structure- so, we're just trying to be reaponsive

TOKa Will Sol ••11 and pos.ibly offer the multi-tier
structure under the vis a vis QWe.t, or do you think that'.
something that somebody else might have the opportunity to
provide?

DCCIlIOa I'm. sorry. Say that again.

t'(I(, Would Sol po••ibly otter a IllUlti-tiered .tructure a la
the 7x24 working with you. or do you think that 'B an
opportunity poBsibly for one ot your compeeitors?

&COIl0 a Well, Tom, that' 8 scmething you got to really ask
Sol. ~'m not aure what his next plan iB.

TOKa Okay. Thanks.

DCCJ[IO a Thanks, Tom.

OPBB'1'ORt Charlee Elewine from pairlawn [check name and
companyepellingl. Please go ahead with your question.

CW'RI~S. Hi, Joe. Hi, Lee. Wanted to jU8~ ask about the
network assets that you have in pla.t.'a o"ar wl..ich this
traffic will be carried. What percentage ~~ ~11e traffic do
you anticipate being ca~.i.d ove~ ~he ~.-'8t network ver8US
what percentage carried over [I••Cs' t:':: I.eaf' s, couldn 't
really understand???] n..twork a~~ ao you actually have the
switches in place to switch voice traffic or will there be
some added capital investment there?

.ACCJ!%O: Let me come back, you know I what: percentage of
traffic is carried on the net i. a function of where it
ter.minatel. Clearly this is an interLATA interstate otfer.
Our transcontinental cuts through 3 of their Btat.. already
and welre under construction in the rest of their states at
a facility level. In terms of switch porta, yes, we have
switches there and we vill have more loon. We don't expect
capit.al, particularly a. we look out with our impending
merger with LeI. ODe of the reasons we bought them wall
beeaua. we thought there were synergies on capital spending
as we described when ve macle that announcement; BO, in the
short t.~ ~ don't see a change in our capital programs.
OUr network is already iD existeDce. We certa1nJ.y have to
etill buy feature gToup acc••a and w. certainly on the
terminating aicSe jump oft. Det to complete. You know our
network ia pretty much built. If you draw a line frexn
Kansas City to Houston and you go to the weat that network
is pretty much built. ....e will be aDDOUDcing tbe last
seetion, I think, in a few days. The Baat i. under
construction. We come to New York, we I r. building down the
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saBt coast to lIa8hinston, down to Atlanta, all the way to
Miami ia all under construction already: so, I think as the
days go by literally we have more aDd more on Det. The
economics were constructed obViously to reflect our current
state and to get to your macro que.tioD I hope we get so
much demand that we have to add more eapital because we are
getting good rates from the capital with these kind. of
offers.

CS'pT.wS I Do you get a chance just to look at what the
average calling pattern i. for each of the.e varioua regions
and where they tend to ter.minate and have a ••nee for what
percentage of their traffic will be aD the OW•• t network
initially?

DCCBIO. Well, you know, I would 11ke to tell you that at
Qwest I have at my COll'lD&Dd the kind of ~ata bases, marketing
resource. I had at AT.T. Tbe fact. 1. I don't; 80, you know,
I don't. thiDk I can impre•• you right now by giving you
statistic.. We certainly know that there'S a lot of calling
internationally, particularly to Europe, and a. you know we
now have our own IRUs on 3 cables going to Europe, 80 we
thought th.t was attractive. We think there'S a large
community of intereat obviously betwe.n the 2 Coasts and
Chicago, 80 that was attractive; but I can't give you a
point there. You know we're a ubiquitous provider. ~e t.Jr
to market a little bit more precisely where cur phy~~~&l

asset is so we get better returns but we offer calls ~~~

services in all states.

CKAJlLBS: Of the 7~ cents per minute, how rrn~:;;n of that C1rops
down to the bottom line? Can you talk about margins at all
and the economics of the traffic?

.ACCBIOs I want to come back and suggest, are you talking
about my IP call?

CBa",.Ss No. The offer that you're making in oonjunction
with Arneritech .

• ACClIO, Remember it's 7:15 80 your average revenue per
minute and your average gros8 margin per customer is about
the sarne as what we did on our flat rate. plan with U S WEST.
Now, recognize our cost structure is a lot lower than the
big incumbent. and that allows us to pass some of that
advantage on new technology on to t.he customers and still
generate the appropriate cash flows.

CllAJt'..S. Can you give any specitics on margins and how much
of it drops to the bottome line?

DeCIIlO. No. No, I can It beeause of competitive rea.ons;
and I a180 can't 8uggeat t1\at beC&UBe I'll in a quiet period
obviously in terms of our financial. relative to the merger.
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caaPT,." Lastly••• a C:OD8wner in the Chicago area would I
need to. J: could get the ove.t offering irrespective of the
local offering tbat X .ubacribe, i. e., I don I t Deed to have
the ~lete Acc... in order to get acceBS to the Qwest long
distance calling plan you're offering here?

-.ccaIO, Absolutely. You can call U8 directly. The
benefit ot U8 using Amaritech of cour•• i. that it cuts our
acquisition coat by half &Ad again ter a company like U8 we
have to really watch every dollar.

&CaIO, Thank you.

O••UTOJlJ Ann Marie ltovaCB from Janney, MontgClllnery. Scott.
Please go ahead with your question.

ARIf ...18. A couple of quel!ltioZUl. Has U S WBST been doing
inbound marketing or outbound marketing this week?

WACCEIO. I believe both but you need to direct that to 0 S
WEST because I believe aleo they have different requirements
if it's an inbound call than an outbound call, and I'm just
not as schooled on how they've done their script. but
clearly on the inbound Bide there'. a much stronger
requirement to be equal access capable but, you know, I
think both are in effect now. You know, I rahould po";;;.t 01'~,

particularly in the 0 S WEST territory .ince that'. our ~~&e

territory also, at least the city of Denver. we are ~=~tty

well known out here and people do ask tor Qwest irrespective
ot this relations~ip.

A!Dl IGaX_1 Do you have any senee at. all on max1lnum
capacity? I mean if theY're getting you 10,000 or more
lines a 4ay you could be doing a rev million lines very
quiekly between the two regions.

SACCEIO. A few million lines doesn't trouble us in terms of
the capacity requirements that we have.

ARK MARX., Switching or anything else? .

KACCBIOa I'm BOrry?

AJI1ll IIU.X., Switching or Anything else?

.~IO, No. Bot at all.

AD NUl., Great. 'Thanks .
JrACCJllO, Thank you.
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O~TORI It there are any add1tioaal ~••ti0D8, please
press the 1 followed by the 4 at this ttme. Helen Polski
fram Regulatory Research A8sociates. Plea.e go ahead with
your qu••t10n.

IIIILmrI Thank you. 'I'vo questions if I couleS. Pint, couleS
you describe in what ways the arrangement baa been aet up to
..sure that the Bell Company repr•••ntativw. that are
marketing the .ervice are neutral in tbe way they pre••nt
this ottering relat1ve to other compani•• ' off.rings? How
would you be able to ••sur. r~ator. that thia kind of
neutrality would exiat on th••• initiative.; aDd, .ecODdly,
1f aD ~rit.ch or U S WBST ~toaer i. currently being
.erved for their intraLA'1'A toll busin... by another cOII1)any
would they be able to .ign up for the o-ellt package to
bundle their interLATA and loeal oftering?

JDCCBIO. First Of all, I think bOth of those questione are
better directed to U S WKST and Ameritech. They have
obviOUSly in the .pirit of trying to stay within the bounds
of regulations and the law carefully scripted their folk.,
and I just can't reiterate. We do not, al I said to an
earlier question, in owe.t otfer that intraLATA ••rvice.
Whether a cu.tomer whols only got intra~TA from .omeone
else wants the otter I'm not exactly sure how that gets
handled: but I believe if you call either Ameritech or U S
WEST they will answer those ques~ion8 for you.

BELa I Okay. Thank you.

O••~TOa: Once again, laOi81 anO gentlemen, if you do hav~

any additional questions, please press the 1 followed by the
4 at this time. I do not show any further questions.
Pleaae continue.

LEE. Okay. Thank you.

RCC!ltO. Let me just thank you. I know thia wall just a bit
redunaant with some of the information that's already out
there. but I thought it vae important to hear it trom us.
We are very pleaeed that ~ of the Bells have chosen OWest
and I want to point out too that in their public reaponses
both of them atrese that one of the reasons -- there were
many reasons they picked ua, but one of the reasons -- they
pickeO ue was becauae of the quality of this ne. network
that'll coming on line and the cost structur. it afford. for
us to cOlllP8te and. therefore be responsi~ em .haring aome of
that with customers. 'l'hey have alao been highly
comp1tmentary of our r.apca.iven••• , our iDDovativeneBI and
I think that'. what this world ia auppoaecs. to ~ about; .0,
you know we I re amcioua to get any q\l.sticma _about thia
reaolved and we're certainly going to cooperate with anybody
who hal any questions, but right now it' B proceeding aDc1 we
are delighted that we could .tike tbe•• arrangements and
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give Qwe8t this kind. ot boo.tar .hot in terma of u. being
able to reach cuatomera. So, tbaDka for joi.ning us.

0I'DA1'OJl. Ladi•• and gentlemen, that doe8 conclude our
conference ca.ll.
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PRESENTATION
Mr.lMa. •U S WEST hal • tantftc way to .-ve you money on your long
distance caR through U S WEST Buyer'. Advantage Program. How It wortcl is that we
have -...ned up with QVVEST CommwdCationl and .. can now otfw you. &It •
UnpIe" of 10..per "*UIt. 2ai houri I •• 7 daya I week. for all your
~ calli through QWEST tong dlatanc:e. So now you wtU have one limple
m that it 10 OIPntI a minute wtth no hidden cn.rv- or monthly fMI.
Mr.l Ma. we know you have I ...ofn-v long distance caniers,
but with QWEST long dll1anc:e....bringing you I IinpIe IOIuIIon ~one step
shopping for all your calling needs. The*t part .. ttwt ai, your chargea will appear on
your U SWEST bill and the,. are no minimum NQulrements.
How does that IOUnd?

IF YES: Go to S.1ea CIoIe
IF NO: Go to ~propriata objectionlresponse

SAlES CLOSE

IF I\J.:. .
IF YES: Grutl You've made the right choicel In order to maximize your ..vingl. U S
WEST II allo introducing ttl Super ~yjngs P.n. WIth the Super SaVings Plan. you
ltao enjoy 10 oems a minLO, ~. hOUl'l I diY, 7 days a WMk for all your local long
distance carts. By kallong diltl'.n~~f. we mean your cans from .•. m... (UN city
pair maps to pe"'~jl.liP). Mr.JMa.~ •• you CIIn _, M Ire wortdng hard
to be your cor,'pany of ~Oice, 10 what I would Ib to do now II bring you bIIok to u S
WEST and a~ ~ioceu your order for our new U S WEST Buyer'. Advanmg. Program
through QWEST long diltance, OKAY?
IF NO: Go to best objection/reaponte " IPpropriata (follow standard 2 rebuttal rule for
Pub and 1 for non pub leads)

fFWY:
IF YES: Great' You've mede the right choIcel In order to maximize your UVingl, U S
WEST is allo introducing Ita Super Savlnga Plan. WIth the Super SavIngs Plan, you
1110 enjoy 14 centI a min., 24 hou~ • day. 7 days. week for aU your IocaJ Jon;
distance calli. By local IonQ diltlnoe CllIIa we m.n ~rCIlUI from ••• te... (~ city
pair map. to peI'IOMIIIa). MrJMa. . • you can _, __ are working hard
to be your~ ofchoice. 10 What I would Ike to do now II bring you bade to US
WEST and aJIo prceIII your order tor our Qew U S WEST Buyer'. Advantage Program
1hrough QWEST long di8tanCll, OKAY?
IF NO: Go to belt oOjectionI.-ponu If approprlata (follow ltandw 2 rabuttal rullt for
Pub Ind 1 for non pub leada)

IF YES TO BUYER'S ADVANTAGE ORlAND TO SUPER SAVlNQS FOR AZ & WY:

.i

USWOOO0055



Grutl Thankl for~ buIinea with U S WEST, to shoW our apprKiation, we would
like tD .net you one of our FREE
IF~ InnllQuralSeuon Artzona DIamondba'* caWn; cant.
IF Wf: U S WEST -ne cwda.
WIIh our cdng C*'d you cri)'~ a tilt 20 oentI per minute rate with an 10 centI

IUf'Charge for .. your a-I and long cllltance domeItic calli. Would you Ice me to
ord.r It?

IF YES: Go to Approprtate Conftrmdon CIoN ..
IF NO: " jUit~ your order for the £luY8r'1 AdvarDge Progrwn through Q'NEST
long diltan~ (and the U S 'NEST SUper savings Plan) ·If .-p..11 -

CONFI~noN CLOSE
(Tum on tape reoordar) Ie

Now with your pe""I.Jon, rd Ifb tID voice record the oonftnnatlon of your order
II» ,naureltllaoouracy. 0Ieay?
If any objection at all: That's tine. • ru Just be .xtra careful and verify an the
Information manually... (RAISE HAND)

Confirmation CION 1
U S WIST auyer's Advantag. Program ~~l'DUgh awEST Communications and U
S WEST Super aaYlnp Plan

Mr.IM.. , just to conft~:

1. If apMking to label petS,,"' : show the billing last name _ . the biUing
ftrst name u ,
If apeaklng to label peraon: Now. Mr./Ma. I you aN placing this
order for Mr.!Ms. (Label Herne). 00I'NCt?
You hlV' "'ctId QWEiI Communjpltipn. po yoyr bnunq tellphoOl nUmbtr (rtpHt

,"phpDe number> I.b" anotbtr lint MlocjIted d vo.wr lCQ9unt thlt yoy
woutd allp Ilk. chInptd It ttl. tImt?

If VM: MyMt blUing ••hpnI number frqn cytqmtr
IF Np: PPntinUl with egdithlllipn Ctpp
WIth QWEST long dlltancl you wi -voy. almple- flat ,.. of 10 c.ntI a minute, 24
hours a day, 7 dayll WMk on all your..~ callianet 12 0IntI • rnlnua for all
your In-stIItIt cell 0UIIidI of your Ioc:aIIong distance arM. Now. let me alao confinn
that you wUl-.joy a ."'htforward -linpll .... of •..
IF AZ.: 10 CInta a mInutI. 24 hou,. a dIIy, 7 dayla week for all your IocIllong distance
carll with the U S WEST Super s.vJnga Pllln.
IF W'f: 14 CInta a mlnUIII. 24 hoLt,. a •• 7 d8yI • week for ..,~r local long dilaanoe
calls with the U S WEST Super S8vInp Plan. '
4. lherw Is no charge for brtnging you blat to U S WEST and the connection charge of
15.00 to lign you up with QMST long dIItance wi .., be WaInd.
Your IeIVica wfll be .. up In five It) NVen bUl'''''' dlY'. .

J.53'1 sn Wdl£ :21 S66t .9Z . Al:Iol
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The Honorable William. L. Dwyer

FILED UNDER SEAL

No. C98-634 WD

EXIDBIT E TO DECLARATION OF
JOHN A. MCMASTER

Plaintiffs,

IN THE UNITED STATES DISTRICT COURT
FOR THE WESTERN DISTRICT OF WASl-llNGTON

AT SEATTLE

v.

F:\DOCS\l9977\2411Ol102OPlD.OOC:
SaaJc
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)
)
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)
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)
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1

2

3

4

5

6

7

8

9

10

11
AT&T CORP.,

18

19

20 U S WEST COMMUNICATIONS, INC.,

Defendant.

MCI TELECOMMUNICAnONS
12 CORPORAnON,

13 ASSOCIATION FOR LOCAL
TELECOMMUNICAnONS SERVICES,

14
McLEOD USA TELECOMMUNICATIONS

15 SERVICES, INC.,

16 ICG COMMUNICATIONS, INC.,

17 GST TELECOM, INC.,

21

22

23

24

t 25

i 26

i
"'.

l
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I

InterLATA Scripts

New connects and '1J S WEST provides service within specific areas caJled U S
changed respondiDa WEST loDes or LATAl (Local Access and TI'IDSpOft Areas).

Lema distance calls which cross tbese lODeS must be provided by
a lema distance company. You may choose a lona distance
company 10 bIDdle calls made iom your home. Ifyou don't
know whom you wanl, I CIIl tad a list ofme companies
available ill your... I would alsO like 10 1alI you about a lona
disraDce service provided by Qwest !bar we m sellinl in our
Buyer's Advantqe packqe."

Ifcustomerub about Buyer's Advantap or Qwest. explain the
offer.
Ifcustomer .selects another cmier. do not attempt to sell Buyer"s
AdvaDtqe.
Ifcustomer selects Qwest. explain Buyer's Advantaae.

TelF (moved to new 161see you have lana distance company XYZ at your old
location) location. You can keep them or select another company. I

~:--
would also like 10 tell you about Buyer's Advamaae."

Chanie orders 161see you have lana distance company XVZ on your existing
3ddtrai new lines line{s). You can keep them Of select L"10tbc:r company. I would

also like 10 tell you abrJut Buyer's Advamqe."
All other t)"pes Follow the marketina ~~, to sell Buyer's Advantqe and

disclose that there are other lona distance carrim available to
choose &om. _

'f : ...............:...

USW 000()CM7
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U S WEST COMMUNICATIONS
CONSUMER· IUVER'S ADVANTAGE WITH SUPER SAVlNC3S

OPENING

Hello, this II (TSR) caUing for U S Welt Communications, your local phone company,
May' .._ with (label name)~e?

If available: GO TO INTRODUCTION
If unavaIlable: Hello, this iI (TSR) CIlIJing for U S WEST your local
phone company. May I -k, .... you authortzad to make the decisions
regarding your phone MMce?
If yu: GO TO INTRODUCTION
If no: (NOTE WHEN HEISHE 'MLL BE AVAILABLE TO BE CALLED BACK)
If .,. this conoeming long diltanoe7
MA'AWS/if. THIS /S US WE'." YOUR LOCAL PHONE COMPANY
WITH EXCITING NEWS TO SHAItE WITH YOU/ (GO TO IIITRODUCTION)

INTRODUCTION

MrJMs. ,thilla (TSR) caJUng for US WEST
COmmunication., your local phOM company. Our recorda indicme you hive
swltC'hed your IDea/long diatane» company from U S VVEST. You are a very valued
customer that is why M are contacting you about our lpeci.' one step shopping
offer .on all your calls· whether they are local or long distance caUs! (Continue w:th
Presentation)

tf Non·PubUahed: Mr./M.. I this it (TSR) calfing for U S WEST
Communication. your local pnone company. Wt are contacting our euatomers about
our special one stop s"'opptng otr.r on all your call. whether they are Ioca/ or long
distance. I'd like to teU you mo,. about it...

IF YES: Continue pr_ntIItion
IF No: Go to coul18ay dole •

...

,.

153-1 sn IoId1E :21 8661 .S2 . Al::lloJ
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2

3

The Honorable William L. Dwyer

4

5

20 U S \VEST COMMUNICATIONS, INC..

MCI TELECOMMUNICATIONS
12 CORPORATION.

13 ASSOCIATION FOR lOCAL
TELECOMMUNICATIONS ScRV!CE~.

MclEOD USA TElECOM~.1L-NICATIO~S

15 SERVICES. INC..

16 ICG COMMUNICATIONS. INC..

17 GST TELECOM. INC..

IN THE UNITED STATES DISTRICT COURT
FOR THE WESTER."'J DISTRICT OF WASHINGTO~

AT SEATTLE

DECLARATION OF CLIFFORD S.
HOLTZ

No. C98-634 \VD

Defendant.

Plaintiffs.

\'.

AT&T CORP.. )
)
)
)
)
,
J

)
)
)
)

)
)
)
)
)
)
)
)
)
)
)
)

---------------)

6

7

8

9

10

11

14

18

19

21

22
Pursuant to 28 U.S.c. § 1746, I, Clifford S. Holtz, declare as follows:

23

24 1. I am currently Vice President, AT&T Metro Markets. In this capacity, I have full

25 profit-and-Ioss responsibility for AT&1' s business customers who bill less than $1000 per

26 month. I submit this Reply Declaration in support of AT&T Corp. 's ("AT&T") motion for an

DECLARATION OF CLIFFORD HOlTZ - 1
F\DOCS\1997T241\HOLTZ DEC..DOC
Seanle

Davis Wright Tremaine LLP
L"~ OFFICES

2600 (cnlury Square 150: Fourth Avenue
Scallk Washington Q81(lJ-168~

(~061 62~·3150 fa\. (~OO) b~8·7\i... 4



8

15

7

Davis Wright Tremaine LLP
LA \Ii OFfiCES

2600 Century Square 150\ Fourth .'\ .. enue
Sunk "ilShinglon 98101-16~~
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First. as Mr. McMaster explains. one of the most anticompetitive aspects of the

The Reply Declaration of John A. McMaster discusses in detail many of the

In that regard, we conducted a comparison of AT&T's and U S West's rates in

Our analysis showed that the AT&T plan would be 17% less expensive than the U

2.

3.

4.

5.

DECLARATION OF CLIFFORD HalTZ - 2
F\DOCS\1997T124I\HOLTZ DEC .DOC
Seanle

its highest discounted intralata toll offering. We then assumed two typical business customers in

each state - one that makes $50 per month in intralata toll telephone calls, and another that

5

4 has local monopolies.

same terms to AT&T would be impossible for AT&T to accept. I endorse his Declaration in its

3 International Inc. CQwest") or any other long distance carriers in the 14 States where U S WEST

with AT&T's own intralata toll service. Th?t would be a strikingly anti-consumer development.

order requiring U S \VEST Communications. Inc. ("U S \VEST") immediately to cease the joint

2 marketing of its local services and the long distance services of Qwest Communications

entirety. I have prepared this separate declaration to emphasize three additional points that apply
9

6
reasons why U S West's putative offer to make its agreement with Qwest available under the

10 with particular force to the services AT&T provides to small and medium-sized businesses.

12 US WEST/Qwest arrangement is that AT&T. were it to enter into a similar arrangement with U

11

13
S \VEST. would have to subsidize U S ""VEST's effort tc "en intralata toll service in competition

14

because AT&T's intralata toll business service has succeeded in wresting customers from U S
16

17 WEST by, among other things. offering substantially lower prices.

18

19 three of U S WEST's larger States - Minnesota. Washington, and Arizona. In doing our

20 ,analysis, we examined U S WEST's "Volume Calling Connection and Multi-Location Option"-

21

22

23
makes $1000 a month in intralata toll calls - and assumed typical peak and off-peak calling

24

25 patterns.

26



S WEST plan for the $1 OOO-per-month Minnesota business customer, 34% less expensive for the

2 $1000-per-month Washington business customer: and 28% less expensive for the $1000-per

3 month Arizona business customer. It further showed that the AT&T plan would be 25% less

4 expensive for the $50-per-month Minnesota business customer; 32% less expensive for the $50

5 per-month Washington business customer; and 33% less expensive for the $50-per-month

6
Arizona business customer.

7

8
6. The significant difference in rates between AT&T and U S WEST for intralata

calls is also reflected in increased business customer demand for AT&T intralata services. For
9

10 example. the volume of intralata calls placed over AT&T's network in U S \\lEST's 14-state

11 territory more than doubled in the period from February 1997 to December 1997. Customers in

12 these states are obviously responding to. among other things (i.e., quality d our product and

13
brand reputation). a less expensive intralata offering.

14

15
7. Second. Mr. McMaster has addressed some of the ways in which U S \VEST is I

using its position as "PIC administrator"' to discriminate in favor of Qwest and against all other
16

17 long distance carriers. See McMaster Reply Declaration. ~~ 23-25. U S \VEST is discriminating

18 in the PIC process in other respects as well. For years, AT&T's business markets division has

23

22
call to AT&T. That would be of substantial value to AT&T (and AT&T offered to compensate

Da\is Wright Tremaine LlP
LA" OFFICES

2600 Centur~' Square I~Ol Founh A\enue
Sea.ttl~ "ashlngton QIlILJI-16S8

(206) 6::-3 J 50 F.n {206} 6:S-'6l.l(,j

DECLARATION OF CLIFFORD HOLTZ - 3
FIDOCS\l9977\241 IHOL TZ DECDOC
Seattle

19 asked U S \\'EST to give it "warm transfers." A "warm transfer" would mean that when a small

20 business customer orders long distance service from AT&T in its conversation with a U S 'W'EST

21
representative, the U S WEST representative. after taking the order, would directly transfer the

US WEST for the service), because it would enable AT&T to establish a direct relationship with
24

25 the customer, and discuss the customer's service, immediately after the customer had placed the

26 order. U S WEST has repeatedly refused to make "wann transfers" to AT&T. See Exhibit A.


